





















EALER SECTIO 
OF 


Electricity ! 
on the Farm 


With which is consolidated The RURAL ELECTRIC DEALER. Established 
1920. The only publication devoted exclusively to the electrification of 
towns and farms and reaching the power companies and electric dealers 
serving this rapidly developing rural market. 


ELECTRICITY ON THE FARM (except the ‘Dealer Section,’’ which is printed on tinted 
paper) has already been placed in the hands of upward of 100,000 farmers along the rural lines 
operated by more than 186 power oe gg Hence the articles you find in this copy 
will be read, or have already been read, by many of the farmers in your territory who a 
central station service, You are therefore in a position to approach these farmers on 
ged with which they are familiar. Your way is paved for increased sales of electrified 
arm equjpment. 
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Power Lines Fast Reaching Farms 


T the recent convention of the National Elec- 

tric Light Association at Atlantic City, Charles 
F. Stewart, Chairman of the Rural Electrification 
Committee, very ably outlined the phenomenal 
growth of the farm electrification movement. 


“It is a gigantic task,” said Mr. Stewart, “the 
extension of electric service to the American farm. 
Only a few years ago a successful completion seemed 
an impossibility. It presented difficulties which 
seemed insurmountable. It called for a financial 
investment which sounded like the national war debt, 
and promised little in the nature of returns. 


“The committee, however, feels that it can con- 
scientiously report that extension of service to the 
farm can and 1s being accomplished, and that further, 
and more important still, the services which the elec- 
tric light and power companies are rendering to the 
farms now connected are bigger, broader and more 
numerous in character than any one had any con- 
ception of when this work first was undertaken.” 


And that is not all. A conservative estimate has 
been made by those familiar with recent develop- 
ments.in this heretofore neglected field for power 
usage to the effect that by 1932 three million farms 
will be enjoying the benefits of central station 
service, to say nothing of possib‘y a million farms 
which will by that time be using the independent 
plant. 
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Friends - not enemies 
are made when you 


sell the 


os 


WATER HEATER 


The Clark Electric Water Heater operates 
with time clock control, consuming in the 
average home about 125 K. W. H. per 
month. The heat losses are low; with cur- 
rent off, the loss of temperature is about 
1° F. per hour. There are no burn-outs, no 
lime deposits. No hot spots. 


Once you install the Clark, you can forget 
about it. Service calls are practically 
unknown. 


Clark Standard Heater is made in all 

sizes, three gallons to fifty gallons; 660 
~watts to 8,000 watts. Clark Jumbo, in 

sizes 20 to 75 gallon, 660 to 8,000 watts. 


Inquiries invited. Write for booklets and 
further information. 


We announce the purchase of the Clark Electric 
Water Heater business from the Stoughton Mfg. 
Corp. of Stoughton, Wis. All business is being 
conducted from our general offices in Omaha, but 
manufacture is continued in Stoughton by the de- 
signer of the Clark. We are making extensive 
plans to popularize this excellent product. 





CLARK ELECTRIC WATER HEATER 


Division of 


MSG RAW ExECTRIC ComPANY 


McGRAW BUILDING, OMAHA, NEBRASKA 
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Manufactured by 


Western Cable and Light Co., Baldwin, Wis. 
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Dollars You’re Missing~ 
Get them with “NU-SEALS”] 


CASH register that tinkles “Profits” 

every time it’s punched—this is 
the thing you get from selling Universal 
“Nu-Seal” replacement batteries for 
farm lighting plants. It’s the logical 
battery for you to handle, for it’s built 
up to a standard, and not down to a 
price, and quality goes clear through it. 


Why not put a man out in your 
district, calling on your farm trade? 
There’s no stock to carry beyond a 
sample battery, and this is a permanent 
source of business you ought to develop. 
Finding out all the details of our 
unusual dealer proposition entails no 
obligation on your part—just pin this 
ad to your letter, and we'll show you 
a new way to make sound profits. 


- 











UNIVERSAL BATTERY COMPANY 


3414 South La Salle Street 


Chicago, Illinois 


Batteries for Every Purse and Purpose 
AUTOMOBILE - RADIO - FARM LIGHT 


PARTS FOR ALL MAKES OF BATTERIES 
SHOP EQUIPMENT 


UNIVERSAL 
BATTERIES 
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UNIVERSAL BATTERY CO. ; 
3414 S. La Salle St., Chicago, Ill. 

Please send me details of your Farm- / 

Light Dealer Plan. This obligates me | 

in no way. | 
Name ’ 
Address Exhibit 
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Farm Electrification Discussed by 
National Electric Light Association 



















One of the General Sessions Devoted to 
This Subject; Report of Rural Service 
Committee Shows Remarkable Progress 


VERY large portion of the tion was the report of the Rural 
8,000 utility representatives Electric Service Committee by its 
and electrical men attending the chairman, Charles F. Stewart, of 
5lst Annual Convention of the the Northern States Power Com- 


National Electric Light Associa- pany of Minneapolis, Minn. 

tion at Atlantic City on June 4-8 The report shows that during 
sat in on the general session de- the year many more electric light 
voted to rural electrification. and power companies have orgati- 


In connection with this session, ized themselves to undertake intel- 
the document which received great-  ligently the extension of their 
est attention and which outlined service into agricultural territory. 
just the status of rural electrifica- . The year marked an increase of 


ae I ~ Evectanicity on tux Fax ~ 
Gave -tnepyerd Mane Pub. Comp.) 








Exhibit of ELECTRICITY ON THE FARM at N. E. L. A. Convention 
at Atlantic City. 
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60% in the number of companies 
having either rural electric service 
departments or men_ especially 
trained in this particular field, and 
indications show that there will be 
even a more material development 
in this line in the year to come. 

No attempt was made to count 
the number of additional farms 
connected in 1927, but, it is sig- 
nificant, however, that in four 
states, where electric utility organ- 
izations made such a count, it was 
found that electric light and power 
company service was. extended to 
21,217 additional farms. 


Farmers Alive to Progress 


“One of the biggest problems 
still remaining,” states the report, 
‘is that of acquainting the farmers 
themselves with the possibility of 
electricity on the farm. To mil- 
lions of them the vision of elec- 
tricity on the farm is confined 
largely to a more acceptable type 
of illumination. They do _ not 
know that nearly 200 different 
services on the farm can be per- 
formed by the intelligent employ- 
ment of electricity. It is only 
within the last. few years that 
definite information has _ been 
available, and as a consequence it 
often is found that in a given 
rural community only one-third of 
the farmers are alive to the 
progress which has been made, 
and their Pélease from drudgery 
made possible by modern day ap- 
plications of electricity. It is 
highly probable that it will not be 
long before all rural America is 
not only alive to what electricity 
can accomplish on the farm, but 
also willing and anxious that it 
should be done.” 


Agricultural Field Is Large 

On all sides it is being recog- 
nized that the one big remaining 
undeveloped field for central sta- 
tion service is the agricultural 


field, and comments by those in at- 
tendance at the Atlantic City Con- 
vention indicate that it is not going 
to be long until all of the bigger 
power companies in a position to 
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furnish service to farms will be 
vigorously prosecuting this work. 


Michigan Making Headway 
in Rural Electrification 


UBSTANTIAL recognition of 
s the progress Michigan State 

College is making in adapting 
electric power to the work of Mich- 
igan farms was made on March 21 
in the form of an offer from the 
Detroit Edison Company and Con- 
sumers Power Company of a fund 
for the establishment of a farm 
electrification research fellowship 
With this offer came the tender of 
a second fund for the equipping 
and operating of a farm electrifica- 
tion demonstration truck to be sent 
out through the state this coming 
summer and fall under the direc- 
tion of the Michigan State College. 


Intensive Farm Courses 


Michigan State College has been 
giving intensive study to farm elec- 
trification for several years through 
the Michigan Engineering Experi- 
ment Station and the Department 
of Agricultural Engineering. The 
work has had the oversight.of Dean 
G. W. Bissell, director of the En- 
gineering Experiment Station, and 
dean of engineering, and of Prof. 
H. H. Musselman, head of the 
Agricultural Engineering Depart- 
ment, with Prof. H. J. Gallagher 
in direct charge. Prof. Gallagher 
is project leader, assistant profes- 
sor of Agricultural Engineering, and 
research assistant of the Engineer- 
ing Experiment Station. The holder 
of the fellowship will work under 
his immediate direction. 

For a year, the State College has 
conducted the Mason-Dansville Ex- 
periment line in cooperation with 
Consumers Power Company. On 
this line Prof. Gallagher and _ his 
assistants have been working out 
practical ways of using electric 
power to do farm tasks so as to 
save labor and time and _ increase 
the farm’s earning capacity.. .The 
results thus far have been such as 
to create enthusiasm for further 
developments in this direction 
among the farmers on the _ line 
among the authorities at Michigan 
State College, and among those 


(Continued on page D 20) 
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Installing 
a Suction 


Pump 


Particular Care Must Be 
Given the Suction 
Side; Some Help- 


fil Sugges- 
tions 
By L. E. Satom* 


HEN one realizes the im- 
mense number of unsatis- 
factory pump installations, 
due to misapplication or incorrect 
installation, it becomes quite ap- 
parent that more information is 
needed to offset this mortality. 
The ultimate result of such instal- 
lations is a black eye for the manu- 
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facturer producing the pump and a 
financial loss to the customer. 

A vacuum pump is a_ suction 
pump. Its ability to lift water cer- 
tain distances is limited by the laws 
of science and assisted to a great 
degree by the efficiency of the indi- 
vidual pump design and the work- 
manship entering into its assem- 
blage. Ordinarily the average 
small vacuum pump of the sizes 
used on the average farm or home 
will lift in a vertical distance about 
twenty-one to twenty-two feet, pro- 
viding that the piping is clear and 
of a size recommended by the 
manufacturer for that capacity of 
pump. It is quite natural that a 
pipe of a given size will only pass 
a certain amount of water without 
abnormal back pressure and if we 
try and push more water through 
a pipe than is proper, this subse- 
quent back pressure can be meas- 
ured in terms of resistance and 
this resistance deducted from the 
vertical lifting ability of the pump. 
For the information of the pros- 
pective buyer, we are noting below 
a table giving the correct size of 
suction piping for pumps of certain 
capacities per hour, it being under- 
stood that the pump will be located 





























































































































*Fort Wayne Engng. and Mfg Co., 
Boston, Mass. directly above the source of supply. 
| Catalog Capacity Sie of | TOTAL LENGTH OF SUCTION PIPE IN FEET 
| of Pump| Hour Pipe | Short | 5 | 200 250 300 | 400 
tastes} ‘estastee 90 | 68 | 24 
| 97-K Sag | 4, | 20. | 19.5 | 18.9 | 18.4 17.8 | 173 | 168 | 157 | 
— {| 1” | 20n. | 19.8 | 19.6 | 194 | 193 | 191 | 189 | 185 
“” aft. | 19.3 aa 160 | 14.4 | 127 | 111 | 98 
®-FK | 180 1” | 21 ft | 20.5 | 20 19.5 | 19.0 | 18.5 | 18.0 170 
j 14” | 218. | 20.9 cu 20.6 | 20.4 | 203 | 201 | 198 
| 1” | 22ft | 20.2 14 | 166] 48 | 30] 12] 76 
| 82-G 300 | 14” | o2ft. | 21.5 | 21.1 20.6 | 20.2 | 19.7 19.2 | 18.3 
ee 114” | oof. | 21.8 | 21.6 | 21.4 | 21.4 | 21.0 | 20.7 | 203 | 
| 14” | aft. | 24 | 19.7 | 18.1 | 164 | 48 | 13.1 | 98 | 
8G | 70 | 14” | aft. | 22.3 | 21.5 | 208 | 20 | 193 | 185 | 170 
rae 2” | o3ft. | 22.8 | 22.5 | 223 | 21 | 29 | 26 [21.2 
| 2” | mf. | 23.2 , 224 | 21.6 | 208 | 200 | 191 | 175 
uc | mo | 219” | aot. | 23.7 | 24 | 231 | 228 | 228 | 221 | 215 
| | 3” | 2efe 23.9 | 23.8 | 2.7 | 23.6 | 23.5 | 234 | 22 | 














DEALER SECTION—ELFECTRICITY ON THE FARM 


Another paragraph will carry data 
relative to the installation of a 
pump installed considerable distance 
from the source of supply. 


TABLE No.1 
) Size Piping Suction Side 
Capacity if Pump Installed Over Well 
= gal. per hr. 14” smallest %4” advised 
00 : 34” 


“ 84" “ “ 
300 34%” 

360 i 

500 14’ 

720 114” 

1500 2” 

Note.—Every elbow equivalent 6 to 9” vertical 

lift. Two 45 deg. elbows much preferahe to one 
90 deg. 


Pump 


Rereree 


Doubling the diameter of a pipe 
increases its capacity four times. 
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amount which must be considered 
when the actual heads are figured, 
As an example, a 360 gallon per 
hour pump is installed on a vertical 
lift of 20 feet with a horizontal 
run of 200 feet. By consulting the 
table below, you can see that this 
pump should be equipped with a 
1%4-inch suction line to meet the 
condition. A l+inch pipe would 
mean a friction of 7.2 and a 
vacuum lift of but 14.8 or con- 
siderably less than the require- 
ments. 

We hope that you now under- 
stand that correct piping is a neces- 
sity on the suction side and that 
the same pipe that will do for an 
































Whenever water flows there is re- 
sistance or friction tending to stop 
the flow and some force and pres- 
sure is necessary to overcome this 
friction and maintain the flow. 
The height of a column of water 
equivalent to this flow is called 
friction head. The friction head 
necessary to maintain the flow of 
water in a pipe depends upon the 
length and interior condition of the 
pipe and obstructions, such as 
elbows, bends, reducers, strainers 
end valves, and upon the rate of 
flow or volume of water passing 
through per unit of time. The 
friction head is not imaginary or 
negligible and adds to the suction 
and discharge heads a_ definite 


installation directly above the well 
will not necessarily do on the in- 
stallation that has a pump one hun- 


dred to two hundred feet away 
from the source of supply. 

When a pump begins to work, it 
produces a suction or vacuum by 
reducing the pressure in the suc- 
tion pipe. The atmospheric pres- 
sure on the surface of the water in 
the well then forces the water into 


the pipe to a height corresponding 


to the vacuum produced by the 
pump. At sea level the normal 
atmospheric pressure is 14.7 Ibs. 
per square inch corresponding to a 
barometric pressure of 30 inches of 
mercury which is sufficient to force 
the water to a height of 34 feet 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 
Conducted by Robt. J. Fulton 












When It’s Summer in the Kitchen 


KITCHEN can be a place to 
be thought of with dread or 
with pleasure. It all de- 

pends upon the way it is furnished 
and the conveniences that the 
woman has to work with. 

July is a dandy month for the 
dealer to show the dreaded kitchen 
by means of showing the woman 
those appliances that make her life 
easier and more pleasant. <A 
kitchen is never finished so why 
not devote July to Fans first of all, 
then push the time-savers. 

Something is always needed for 
the laundry work, for the prepa- 
ration of the meals and for the 
preserving of fruits and vegetables. 

Summer time in the kitchen is 
a happy time for the woman if she 
has the appliances that electricity 
makes possible for her. You should 
make up display cards to suggest 
the idea of time-savers and pleasure 
givers with the electric fan, the 
exhaust fan, the electric iron, the 
toaster, the percolator, the small 
kitchen motors which will beat and 
whip, run dish washers, ° electric 
range, etc. 

The electric range is a blessing 
to all farmers’ wives who have 
electricity because if there is one 
place where a woman spends her 
life as a burnt offering on the altar 
of old-time exhausting methods 


and life-shortening equipment it is 
in the kitchen on the farm during 
the summer months. 


Your appeal has to be made to 
woman because she is the purchas- 
ing agent for each home. It is said 
that 85% of all purchases at retail 
are either made or influenced by 
the woman folks—she buys for her 
own numerous needs and those of 
her minor children. She buys for 
the table and for the house. Hers 
is the last word in the purchase of 
the home itself. Large advertisers 
recognize her purchasing power, 
and are running practically their 
entire campaigns with the woman 
appeal. 





Our suggestions to you are that 
you make your sales appeal in not 
only the electrical appliances direct 
to the woman as the purchasing 
agent but in practically all the rest 
of your merchandise. A good plan 
is to offer $10.00 to different 
church societies or ladies lodges ii 
they have 25 or more at your store 
for a demonstration of kitchen 
helps. Then have your various ap- 
pliances demonstrated, including 
cooking on the electric range and 
coffee, toast, etc. You can get a 
valuable mailing ‘list and will find 
out, by a card that they fill out, 
just what appliances they have and 
what they are in the market for. { 








minor children.” 








“Your appeal has to be made to woman because she is the 


purchasing agent for each home. 
purchases at retail are either made or influenced by the women 
folks—she buys for her own numerous needs and those of her 





It is said that 85% of all 
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More Farms Have Elec- 
tric Service Than 
Phones 


Electric wires run to many a 
California farm that has no tele- 
phone. This was revealed through 
a home equipment survey made 
under the direction of the General 
Federation of Women’s Clubs. 
More than 5,000 farms were in- 
cluded in the survey, and responses 
showed that 3,194 have central 
station electric service, while only 
2,688 have a telephone. 

Electric motors are used to pump 
water on 1,265 farms and 905 use 
electricity for cooking. Electric 
equipment on the farms reporting 
included 286 water-heaters. 

Other interesting information 
learned by the questioners was that 
5,025 farms, 94.7 per cent of the 
total, have automobiles; 2,719 have 
phonographs; 2,441 pianos, and 
1,584 radio sets. 

An even more convincing evi- 
dence of prosperity is that of 5,163 
farmers who answered inquiries as 
to home ownership 4,340 reported 
that they owned their own farms. 
Only 823, or 15.9 per cent were 
renters. 


Beaver Double Socket 


The Beaver Machine & Tool Co., 
Inc., of Newark, N. J., have just 
placed on the market a new and 





New Bakelite Double Socket 


improved double socket as_ illus- 
trated. This device is encased in 
a brown bakelite casing and is well 
built. The finish gives the socket 
a very pleasing appearance 
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A Service Man is a 
Necessity 


Can Do the Manual Work While 
You Make More Sales 


‘Tes article is of special inter- 
est to those dealers who have 
been doing their own service and 
installation work. We feel sure 
that we can convince you that a 
serviceman will play an important 
part in your success in this busi- 
ness, and that he also, with proper 
handling, can be made self-sup- 
porting and an asset to your busi- 
ness. 

By providing yourself with a 
serviceman you will be able to de- 
vote your entire time to sales and 
promotion efforts. It will  sur- 
prise you to know just how much 
time you devote to _ installation 
work alone which could be better 
utilized on sales effort. 

Let us base figures on_ thirty 
plant sales during a year’s time. 
Total number of working 

days available during the 

ED cordate owen wars 312 
Number of days lost due to 

weather, roads, sickness, 


WOR sac kds ey eesae ean 20 
Total number of days avail- 
able for actual work.... 292 


Number of days required 
for average installation, 
including wiring, plant in- 
Me, WEE. sacsncecs 4 
Number of days required for 
installation of 30 plants. 120 
Actual number of days re- 
quired for sale of 30 


0 Re roe 172 
Number of days required _ 
for each plant sale...... 5% 


Extra plant sales possible 
by devoting entire time to 
re ee 22 
The above figures are no doubt 
startling, but we find them to be 
absolutely true. The dealers who 
are making a real success of this 
business are the ones who are un- 
loading all service work on their 
serviceman. . 
You probably realize that to 
actually sell lighting plants in 
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quantities you must be enthusiastic 


about your product and in the 
right frame of mind when you are 
talking to vour prospect. A ser- 
viceman will enable you to forget 
all about small service worries, in- 
stallations, customer complaints, 
renewal parts, stocks, etc. It will 
also be unnecessary to have miscel- 
laneous service tools and parts 
mixed in with the selling equip- 
ment you carry in your car. Your 
selling tools will always be clean 
and in perfect order. How many 
times have you started out to call 
on a prospect, stopped to service 2 
plant on the way, and found the 
job to be bigger than you ex- 
pected, so that when you arrived 
at your prospect’s place you were 
in a mean frame of mind, your 
clothes and hands were dirty, and 
as a result you lost the sale. Your 
serviceman can _ prevent such 
things as that. 


One Thing at a Time 

It is impossible for anyone to 
handle two jobs satisfactorily, 
particularly when the type of work 
is so entirely different as selling 
and servicing. One or the other 
will be neglected, and to have both 
properly done is essential to your 
success. 

You can charge for good service, 
and the only way you can give 
good service is to have a good 
service set-up. 

The details “of your business 
which you can turn over to your 
serviceman are as follows: 

_ 1. Installation of all wiring and 
fixtures. 

Lifting of shipments and 
transportation to customer’s place. 

3. Installation of concrete 
foundation. 

4. Installation of plant and bat- 
teries. 

Proper 
ators. 

All repair work on plants and 
batteries. 

7. Proper renewal parts stocks. 

8. Sale of renewal parts. 


Add a serviceman to your pay- 
roll and you will find that he will 


instruction of oper- 
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be an asset to your business. In- 
cidentally, he will obtain leads for 


plant and replacement batteries 
sales that will further increase 
your business. — Westinghouse 
Light & Power Plant Bulletin. 


No Advertising—Sales 


Fall Off 


At a recent farm equipment 
manufacturers convention held at 
Fargo, N. D., J. K. Tatley, a plant 
dealer, of Ollie, Mont., said that 
his town, which is a small place, 
had not had a newspaper since 
1916, and that he had noted a 


falling off in business after the ad- 
vertising medium had ceased to 
exist. He said that since then he 
had made arrangements with the 
pastor of a local church who got 
out a church bulletin to use two 
pages in this bulletin each week; 


and he was able to demonstrate 
that he had_ stimulated sales 
through this medium. He said 


that at the time of founding of 
his town in 1915 there were 
seventy-three business men engaged 
in business there and that only 
three of them were now left, and 
all three advertised freely through 
the ‘use of circulars, direct-by-mail 


letters, novelties, etc. 
Hence, if you would increase 
your electrical equipment sales, 


don’t overlook local advertising. 


Thor Rotary Iron 


Machine Company 
(Department B) of Chicago, IIl., 
announce a new light weight ro 
tary iron which can be kept in a 


The Hurley 


closet or corner out of the way 
until it is needed. Placed on a 
table, and connected with flexible 
cord and plug to any convenient 


outlet, the Thor rotary iron prac 
tically eliminates labor and _ fatigu: 
of the weekly ironing. This new 
Thor ironer is also provided in 
combination with the Thor wash 
ing machine. In this type, it 
operates from the wringer shaft 
and can be placed in a drawer or 
other convenient place when not 
in use. 
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Recent Decisions 


The following important legal 
decisions are of particular interesi 
to those selling electrical appli- 
ances and service. 


Is It Gambling? 


The owner of stock in the Pop- 
war Electric Corporation was 
trying to sell it to the local electric 
dealer. 

“I'm so sure that this stock will 
go up that I'll agree to buy it 
back from you at my selling price 
at any time inside of a year,” the 


seller offered. 
“You’ve sold me your shares on 
those terms, if you'll put it in 


writing,” the dealer agreed. 

“Yes, but I want a clause put in 
that at any time during the year 
I can tender you the price that 
you're paying me now, and then 
you'll be bound to sell the stock 
hack to me at that price, for I’m 
dead sure it’s going up,” the seller 
countered. 

“I can’t object to that either,” 
the dealer concurred, “for it’s a 
poor rule that don’t work both 
ways,” and the deal was closed. 

Ten days before the end of the 
year, the dealer found that the 
stock was down eight points, and 
demanded that the seller take back 
the stock at the original price. 


“Nothing doing,” the seller as- 
seprted. “The Illinois Criminal 
Code provides that ‘whoever con- 
tracts to have or to give to him- 
self or another the option to sell 
or buy at a future time, any grain, 
or other commodity, or stock of 
the company, shall be fined, and 
all contracts made in violation, 
thereof are gambling contracts and 
shall be void,’ our contract was a 
gambling contract, and, therefore 
void.”” 

“Yes, but that don’t apply to 
cases of real sales,” the dealer con- 
tended, the Illinois Supreme Court 
tuled in his favor, and upheld the 
contract. 

“The contract discloses that the 
stock in question had been pur- 
chased, and that the seller agreed 
to repurchase from the buyer 
upon demand, at the price specified. 
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Under the cases referred to, this 
is clearly not such an optional con- 
tract as comes within the provi- 
sion of the Illinois Criminal Code,” 
said the Court. 


The Personal Bank Account 


The legatees and creditors of 
the John Brown estate had been 
summoned to the trustees’ office. 

“I’m mighty sorry, but we had 
$30,000 of estate funds on deposit 
in the Shady Bank that failed yes- 
terday,” the trustee admitted. 

“The estate owed me $1,000,” 
the electric dealer declared. 

“It looks as though it’ll still be 
owing, for the bank deposit was 
practically the entire estate,” the 
trustee assured him. 

“Well, you'll have to make it 
good,” the dealer maintained. 

“Oh, no, the state law authorizes 
trustees to deposit trust funds tem- 
porarily in any national bank,” was 
the airy retort. 

The creditors promptly organ- 
ized an informal “Protective Com- 
mittee,” appointed the electric 
dealer chairman and he went after 
the official in charge of the defunct 
bank. 

“Just how much did the Johr 
Brown estate have on _ deposit 
here when the bank failed?” the 
chairman demanded. 

“Not a cent.” 

“The trustee says $30,000.” 


“Well, he’s wrong. Of course, 
he had a personal deposit on his 
own name, but you asked about 
the estate.” 

“That’s good news,” the chair- 
man averred, and went back to the 
trustee. 

“Did you deposit those estate 
funds in the name of the estate?” 
the chairman queried. 

“No—I put the money in my 
own account, but it was estate 
money all right,” the trustee ad- 
mitted. 

“Then 
good.” 

“No, no. The law says I can 
deposit trust funds in the bank.” 
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It Builds 


for 
Your Old Customers Happy 


You 


M AINTENANCE of Lighting 
Plants in good efficient work- 
ing order in the field is the back- 
bone of your success in the Light 
and Power Plant business. 

It is essential to your success in 
this husiness that you be sur- 
rounded by a group of enthusias- 
tic satisfied users. To have your 
users feel this way about their 
plants, they must obtain the uses 
from them which they anticipated 
at the time they made the pur- 
chase. 

It is not a difficult matter to 
have your users feel enthusiastic 
about their light plants if you 
realize your prospect’s require- 
ments and can apply the proper 
size plant to handle these require- 
ments. This necessitates a study 
and knowledge of just what each 
plant will do with regards to its 
capacity and the conditions under 
which it will be operated now and 
later on. It is not hard to visual- 
ize the results of a misapplication. 
If the equipment sold is either too 
small or too large to handle the 
user’s requirements, it will be 
working at all times under condi- 
tions for which it is not designed, 
making it impossible for it to give 
satisfaction to the user. 


Instruction Is Important 


The proper installation of the 
plant is also essential because im- 
properly installed plants cause dif- 
ficulties which are serious. A lit- 
tle foresight on your part will 
enable you to eliminate these dif- 
ficulties. 

The instruction of your users in 
the operation and care of their 
plants is very important and should 
be given every consideration. You 
will find it to your advantage to 
be careful because it will eliminate 
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New Business 


and Keeps 


extra service trips and will enable 
your users to obtain the most 
from their plants. Then too, there 
is the understanding you should 
have with your users regarding 
service. You should inform them 
that they have purchased a piece of 
electrical machinery from you and 
uot electric service. Have them 
realize that it is their responsi- 
bility to care for the plants prop- 
erly if they would obtain the maxi- 
mum life and usefulness from their 
plants. They should be made to 
realize that they must bear the ex- 
pense of repairs caused by neglect 
or abuse and ordinary wear and 
tear. This situation can be han- 
dled very easily at the time of in- 
stallation and by properly inform- 
ing your users you can have them 
fully realize their responsibilities 
with regard to service. You will ' 
in most cases find them ready to 
pay for good service rather than 
have poor service free. 


Stock Renewal Parts 


It is, therefore, essential that you 
have a properly equipped service 
department to handle this service. 
Your service department should in- 
clude an efficient, reliable service- 
man, properly instructed in the care 
of plants; a complete set of tools 
adapted to this work; a sufficient 
stock of renewal parts to take care 
of the plants in your territory ; and 
means of transportation for your 
serviceman. 

By having a set-up of this na- 
ture, you will find it is a very 


profitable part of your business, 
for it will enable you to devote 
your entire time to the sale of 
plants and to render the service to 
your users 
expect. 
The problem of free service is 


which they rightfully 
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one deserving of consideration be- 
cause it also plays a vital part in 
your success. There are times 
when the plant may fail due to 
causes other than abuse and negli- 
gence on the part of the customer 
or ordinary wear and tear, and it 
is necessary that you take care of 
these cases just as promptly and 
efficiently as any other.—W esting- 
house Light & Power Plants 
Bulletin. 


Movie Film Sells Farm 
Electrification 


By R. E. Pierce 


HAT electricity can do for 
W a progressive farmer and 

for a progressive farm 
wife, has been vividly portrayed 
in a new moving picture film, 
“The Romance of Sleepy Valley,” 
that has recently been made under 
the ‘direction of the American 
Farm Bureau Federation for use 
in rural sections in all parts of 
the country. Fifty sets of the film 
have been distributed to county 
farm bureaus, where they will be 
shown before gatherings of farmers 
and other people interested in im- 
proving the efficiency of farming 
methods and making farm homes 
more pleasant and modern. 


The story of “The Romance of 
Sleepy Valley” has to do with 
making over an old farm. A love 
theme that carries the continuity 
of the tale involves a character 
named Jack Morgan. According to 
the director of the film the use of 
electricity on the modernized farm 
is strongly emphasized in the new 
Morgan home. His version of this 
phase of the improvements is as 
follows: 

In the early portion of the film, 
in which is emphasized the unpro- 
gressiveness of -the community, 
there is a conspicuous absence of 
anything electrical. On the con- 
trary there are kerosene lamps. the 
old pump, the washtub and wash- 
board, etc. 

Naturally, when the Morgans 
move into the community and fix 
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up the old Taylor estate into a 
modern, up-to-date farm with run- 
ning water, electricity and every- 
thing, it arouses the keenest inter- 
est and people came from far and 
wide to see the Morgan home and 
farm. 

Mrs. Morgan makes everybody 
welcome and with an air of justi- 
fiable pride shows them through 
the home. In doing so she points 
out the electrical items, including 
electric lights, electric refrigerator, 
electric cleaner, electric washing 
machine, electric iron, electric per- 
colator, electric toaster and auto- 
matic electric water system. 

On one of these occasions Jack 
Morgan is taking a group of his 
neighbors through the place. The 
electrical conveniences make a de- 
cided impression on the men and 
one of them remarks thoughtfully: 

“Is’nt electricity expensive?” 

Jack Morgan shakes his head 
emphatically. Then he replies: 

“No, not the way I’m using it. 
I have electrified my farm as a city 
man electrifies a factory—to save 
labor. 

One of the men then asks how 
he got the wiring on his farm. 

To this Jack replies, “Fortu- 
nately, our place is close to the 
village and I persuaded the power 
station manager to extend the line.” 


Climax of Story 


The interest aroused continues 
and comes to a climax at a meet- 
ing of the farm bureau held some- 
time later. During the course of 
the meeting the county agent gets 
up and makes the following an- 
nouncement. 

“A number of our members 
have asked me about getting elec- 
tricity on their farms. I took the 
matter up with our state farm 
bureau and the American Farm 
Bureau Federation. The federa- 
tion working with the National 
Committee on the Regulation o! 
Electricity to Agriculture, hav¢ 
sent full particulars and arranged 
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for Mr. Cleary, manager of the 
local power company to explain 
the details.” 
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INew and Greater 
'S. O. S. Farm Light Batteries 


| You WANT A RELIABLE PRODUCT! 
Our new S. O. S. “‘P”’ type Farm _ Light 
Batteries include new white PORCELAIN 
COVERS — PLATES SUSPENDED — 
THE COVER — LARGE ACID SPACE — NO 
CHANCE FOR SHORT CIRCUITS FROM 
ACCUMULATIONS IN THE BOTTOM OF 

| JAR 


1s, 0. S. Batteries Be 4g best by years of 
ce 


;New Distributor Contract on Auto, ~ and 
Farm Light Batteries Ready 





Victor Storage Battery Company 
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| Opportunities 


| for Wide - Awake Dealers 


: GENCO Light Plants 
HANOVER Water Systems 


Model No. 600 

If you want to increase your business and make more money, we can 
help you. Other dealers all over the country are making large profits 
with GENCO electric plants and HANOVER water systems. You can, 
too! They are modern, efficient and reliable. The prices are right. 
Commissions liberal. Full cooperation with our dealers. New and 
complete line of shallow and deep well water systems and electric plants 
from 600 to 3,000 watt capacity. 


What Others Have Done! 


One new and inexperienced Dealer at Walton, 

Y., sold 19 plants in 21 days, over $1400 profits 
on plants alone. A new District Manager, Mr. 
A. L. Hitner, sold 34 plants in 31 days through 4 
dealers in one county. 


Do You Want Details on Our Sales 
Proposition for Dealers and Managers? 


Hanover Engineering Co. 


Hanover, Penn. 
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The county agent then intro- 
duces Mr. Cleary of the local 
power company, who speaks in ef- 
fect as follows: 

“Like any other power company, 
we are always glad to extend wires 
where there is a cooperative move- 
ment by which a number of farm- 
ers pledge themselves to use suffi- 
cient current to make it possible.” 

Mr. Cleary continues speaking 
along these lines after which bul- 
letins are distributed which were 
furnished by the committee on the 
Relation of Agriculture to Elec- 
tricity. 

The farmers are very much in- 
terested, and after a thorough dis- 
cussion they agree to co-operate. 

And so electricity comes to 
Sleepy Valley and the end of the 
picture finds an electrified com- 
munity happy and prosperous. 


Eliminators for 32 Volts 


The Kato Engineering Company 
of Mankato, Minnesota, has _ re- 
cently placed on the market a 32 
volt “A” eliminator for radio serv- 
ice. This makes it possible for 
farmers having a 32 volt light 
plant to enjoy the benefit of bat- 
tery eliminators on their radio sets. 
This company also manufactures 
power units for 32 volt current. 


Power Men to Discuss 
Farm £lectrification 


Preparations are already being 
made for the fourth meeting of 
the Southern Appalachian Power 


Conference, which will be held at 
the Atlanta Biltmore Hotel, At- 
lanta, Georgia, on October 8, 9 and 
10, 1928. 

One subject that will be particu- 
larly stressed will be “Electrifica- 
tion of Farms and Rural Sections,” 
and will be discussed by Governor 
L. G. Hardman, of Georgia, who 
has three large farms in the state 
which are operated almost entirely 
by electrical equipment; and Dr. 
Andrew M. Soule, president of the 
Georgia College of Agriculture. 

Plans are also under way for a 
very complete exhibit of electrical 
apparatus and equipment suitable 
for use on farms and in rural sec- 
tions. It is expected that all ths 
apparatus will he in operation so 
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that visitors can _ see _ practical 
demonstrations of the equipment. 
“The Future of Small Hydro- 
electric Plants” and the “Develop- 
ment of Small Water Powers” are 
also being considered and should 
be of particular interest to farmers 
and residents of rural sections 


Michigan Making 
Headway 


(Continued from page D 6) 


interested in farm electrification. 

“Getting electricity to the farm 
does not solve the problem of ra 
electrification, ” declares Prof. Gal- 
lagher. “It is only the first step 
toward that solution. The major 
problem involved is developing prac- 
tical uses of electric power on the 
farm so that the power will not 
only pay for itself but give the 
farmer a profit as well. Electric 
power is used in industry to make 
money; it can and should be used 
on the farm to make money. 

“In the past the farmer has 
thought of electricity only as a 
money-spender, as a convenience 
or even a luxury. Our job is to 
help make electricity a worker, a 
money-saver, and a money-maker 
on the farm” 


National Carbon Builds 
Radios 


Entrance of the National Carbon 
Company, Inc., into the radio re- 
ceiver business has just been an- 
nounced. At the outset of the 
original boom in radio, the Na- 
tional Carbon Company assumed 
leadership in the field of radio bat- 
teries. It confined its efforts in 
the battery end of radio business 
until the recent entry into the 
receiver field. It plans to have a 
complete line of radio receivers. 


Vegetable Tying 
Machine 


The National Bundle Tyer Co., 
of Blissfield, Mich., has_ recently 
placed on the market an electrically 
driven machine which should prove 
popular among vegetable growers. 
This is a machine for tying such 
vegetables as celery, etc. It is 
rapid in operation, and will tie 4s 
many as 150 dozen bunches of 
onions in an hour. 
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Installing a Suction 
Pump 
(Continued from page D9) 


by a reliable electrician providing 
that all points of the installation 
are checked and found in good 
shape. Do not attempt to run a 
motor that heats abnormally or 
will not turn up at speed. 

Install the pump itself on a good 
base. Keep it away from excessive 
dampness and remember that like 
any other type of mechanical! 
apparatus, it will run best when 
properly oiled and protected from 
moisture. Change your oil fre- 
quently and follow the manufac- 
turer's directions. Too much oil is 
almost as bad as none inasmuch as 
it will overflow, get on the belts, 
cause rotting and a general dilapi- 
dated appearance. The life of your 
pump will depend to a great extent 
upon your case and don't blame 
the manufacturer if through your 
own neglect, you cause abnormal 
wear. 
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With the pump properly con- 
nected on the suction side, the 
power lines carried to the con- 
troller and.the pump oiled as per 
manufacturer’s directions, it might 
be well to try the pump, making 
sure that the outlet is not closed or 
facing something that water will 
damage. After a reasonable time 
the pump should reach water. 
Prime it if it does not, providing 
that the pump is not of the self- 
priming type. (On a long line, 
always prime.) If nothing happens 
after a reasonable period, look over 
all joints for leaks, check your lift, 
water supply and the pipe itself for 
a leak. Be sure that the pump 
valves are working and if not, try 
and loosen them from their seats. 
The pump should then work. 


Electricity is the safest form of 
power, if installations are properly 
made. On the other hand, if 
slovenly work is done, electricity 
becomes dangerous both to human 
life and property. 








A Different 

and Exclusive 
Principle 

in Farm Lighting 


carry the smaller loads? 
heavier loads? 
prospect’s ear immediately? 
for over ten years? 


franchise offer. 





OULD you like to sell a farm 
light plant where small batteries 


Where the plant starts automatically on 
Where economy of operation gains the 
A plant that has been tested by satisfied users under practical conditions 


This + mage will help you make sales. Write for our extremely profitable 


ON rt TE 


Starts, Oils, Regulates and Stops Itself 
SUNBEAM ELECTRIC MANUFACTURING CO. 


Evansville, Indiana 
Mfrs. of Railroad Lighting Equipment Since 1883 





Small batteries carry loads up to 
200 watts—plant starts automati- 
«ily on heavier loads. 
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Electric Tool Chest 


The Black & Decker Manufac- 
turing Co., of Towson, Md., have 
placed on the market an electrical 
tool chest. It includes a “handy 
kit” which consists of an electric 


drill mounted in a stand which 
can be fastened to a table or 
bench. The wire wheel brush may 


be placed in the chuck to clean 
iron or aluminum pots and pans. 
Also a wire brush for scouring the 
range top, for taking rust off iron 
work, etc. The grinding wheel 
used with the drill makes a handy 
power grinder for sharpening 
knives, shears, pruners, and other 
cutting tools. 


McGraw Electric Takes 
Over Clark Water 
Heater 


The McGraw Electric Company, 


with general offices in Omaha, 
Nebr., announce the purchase of 
the Clark Electric Water Heater 


business from the Stoughton Manu- 
facturing Corporation of Stoughton, 
Wisc. In regard to the purchase 
of this business, Arthur J. Cole, 
vice-president and general manager 
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of the McGraw Electric Co., says: 

“Effective immediately the busi- 
ness will be conducted from our 
general office at Omaha, although 
the manufacturing plant will be 
continued at Stoughton, Wisconsin, 
by, the designer of the Clark Elec- 
tric Water Heater. 

“Extensive plans for _ further 
popularizing this excellent product 
includes a comprehensive advertis- 
ing campaign as well as plans for 
carrying stock with recognized dis- 
tributors. We plan to maintain the 
} resent quality of the Clark Heater 
and- also add needed additions to 
the line as rapidly as possible.” 


An Auto Vacuum Cleaner 


Coincidental with its 75th anni- 
versary, the Landers, Frary & 
Clark Co. of New Britain, Conn, 
announce their new “Universal” 
vacuum cleaner for automobiles. 
This little device is compact and 
is carried and operated by one 
hand. While designed especially for 
automobile use, it is equally adapt- 
able for cleaning stair carpets, 
clothing, upholstery, curtains and 
other dust collectors. The weight 
of the cleaner is only eight pounds. 





Demonstration Car Markets Electrical Appliances 


The Quebec Southern Power Corporation of Montreal, Canada uses a truck, 
as illustrated and fitted up inside to represent a model kitchen with various household 


appliances, to sell small electrical units. 


The company has found that the traveling 


motor truck is the ideal medium with which to reach the individual in the country 


and smaller town. 
distribution lines. 


The car is wired and equipped to hook up with the 110-volt 
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Blue Ribbon 
Electric Milker 


A Portable Milker Requir- 
ing No Installation 


The only milker on the Ameri- 
can market that is a complete 


unit in itself. It operates from 
high line or farm light plant. 
You need this milker as an 
addition to your anny ag —_ 
Write us at once as we have 
attractive dealers’ proposition tor you, 


Electric Products Corporation 
3737 Belmont Avenue, 
Chicago, IIl. 











1-% K.W. $395 
Power Pulley Furnished 


MOST COMPLETE LINE 


The completeness of the ‘“‘U. S.”’ Line 
will enable you to meet every rural and 
commercial lighting plant need. The 
extremely low prices backed by our rigid 
guarantee will enable you to clinch 
every sale. More sales, together with 
an unusually liberal discount, means 
bigger net profits for you. 

Our we line ranges from i — 


rural garages, filling stations, dance 
halls, summer reso} etc. 

Write for complete information 
UNITED STATES MOTORS 
CORPORATION 
9 Nebraska St., Oshkosh, Wis. 
“U. S. Products Must Give Service.”’ 














Clipping and Grooming 
Machines 
with 
direct-connected 
motor 


Here is a ma- 
chine that’s 
worthevery 
cent the farmer 
pays for it and 
which nets the 
dealer a fair 
profit. 
The convenience of 
the Gillette Portable 
Electric Clipping 
and Grooming Ma- 
chines appeals to every progres- 
sive stockman, farmer and stable 
owner. Attached to ordinary 
lamp socket either 32 or 110V., 
it is instantly ready for work. 
Hanging or Pedestal types. 
DEALERS 
Send for attractive price list. 
Gillette Clipping Machine Co., Inc. 
129 W. 31st St., Dept. 11 New York City 





CO-OP 
Monthly 


Free to 
Dealers 


Illustrating 
Electrical 
and Radio 
Supplies and 
Appliances 
Write for your copy 





Lighting 
Fixture 
Catalog 
Now 
Ready 
Free 
for the 
Asking 


33 N. Union St. 





Lteetie Supply Co 


89-39th St. 
Brooklyn, N. Y. 





Chicago, Ill. 
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Ask USL Dealers 
THEY KNOW 


You can make sales easier 
— you can make more 
money — and you can 
build a more permanent 
business with USL farm 
light batteries. 


USL batteries are the 
product of 29 years of 
battery building. Their 
reputation for quality is 
well known. Hundreds 
of farm light battery pros- 
pects near you have 
received long and ssatis- 
factory service from USL 
auto and radio batteries. 
Many of them have al- 
ready used USL farm light 
batteries for five or six 
years — still giving excel- 
lent service. 

USL prices — discounts — 


guarantees are all favor- 
able to your success as 


a USL farm light battery 
dealer. Mail the coupon. 


USL Battery Corp., Niagara Falls, N. Y. 


Other USL factories at Oakland, Calif., Toronto, Ont., and Sydney, 
Australia. 


FARM mene 
USL Batteries 








USL BATTERY CORPORATION, Niagara Falls, New York. 


Please send me complete information on the USL farm light battery 
dealer proposition, including prices, discounts and guarantees. 
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